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‘IMTLcoR 
Flat Crimp 
Elbows 


Are Sold All Over the 
United States and Canada 








There are reasons which are readily understood. If you are 
one of the few dealers who have not sold “MILCOR” 
Flat Crimp Elbows we would be glad to send you a trial 
order, so that this most excellent product of our Milwaukee 


factory may speak for itself. 





Circulars and Prices Sent on Request. 





Largest Manufacturers of Eave Trough, Con- 
ductor Pipe and Trimmings in the United States 
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CORRUGATING 
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THE SUPER-SMOKELESS FURNACE 





Burns Soft Coal Smokelessly! 


Erected in a Very Short Time. Made 
in All Sizes of the SUPERIOR Pipe 
and NEW IDEA Pipeless Furnaces. 


SUPER-SMOKELESS Furnaces have become 
tremendously popular in the soft coal sections. 
They are remarkably clean in operation and 
cut down coal consumption. All castings are 
er. cupjointed “| accurately ground to 

The casings “‘slip-on’”” and have no loose 
coll to bother with and very few bolts. 


Meet the need for smokeless heaters and sell 
the most highly improved and profitable quality 
furnace made. Write for dealer proposition. 


UTICA HEATER COMPANY 


UTICA, New York 
218-220 West Kinzie Street, Chicago, Illinois 
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The fire pot is of fire clay tiles, 
because there is no metal that 
will withstand the intense heat 
continuously generated by a 
furnace. 


But fire brick is baked in a kiln 
many times hotter than a house 
heating furnace ever gets and is 
absolutely fire proof. It is the 
best known substance for fire 
pots, and that’s why we use it. 


Plate steel is fibrous and malle- 
able; cast iron porousand brittle. 
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This difference causes them to 
expand or contract unequally. 
Therefore, if a casting is bolted 
or riveted to a piece of steel and 
subjected to great heat there is 
liable to be a divorce. 


So the “FRONT-RANK”’ has 
ingenious backing flanges to pro- 
tect castings attached to the 
drum wherever they would come 
in direct contact with the fire. 
And that is another reason why 


both dealer and consumer say 
the “FRONT-RANK”’ is best. 


Haynes-Langenberg Mfg. Co. 
4545 North Euclid Ave., St. Louis, Mo. 
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Send for Special 
Bulletin 


Write now for Special Bulletin which 
describes fully the inner construction 
of the “FRONT-RANK”’ furnace. 
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‘Good Bye Bye. ! We're Going Home~Front Rank i is too Hot!" 
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WHAT YOU HAVE A RIGHT TO EXPECT. 


One of the pleasures of being editor of 
American Artisan and Hardware Record is 
found in the fact that every day we are in 
receipt of letters which show that the articles 
prepared in this office or contributed by our 
subscribers are appreciated for what they are 
intended to be—a help for those who are en- 
gaged in any one of the lines in whose interest 
American Artisan and Hardware Record is 
published. 

We are thus every day brought to realize 
that you and we—subscribers and advertisers 
on one hand, and editors and business staff 
on the other hand—all 
family, and that your interests, in a very large 
measure, are identical with ours—that what 
affects you adversely or 
us in like manner. 

If for no other reason than that of our own 
self-interest, only the natural 
thing that those of us who are actively 
gaged in the publication of American Artisan 
and Hardware Record should and do look upon 
the facts, circumstances, 
tions, etc., which may or 
hardware, warm air heating and ven- 
tilating, hardware and metal trades 
from the standpoint of how the particular cir- 
cumstance is likely to affect the entire branch 
of industry commerce, rather than some 
special factor in any of these branches. 

It is, therefore, possible that at times state- 
ments may be made, in good faith, which may 
not please some persons among our friends or 
which may at the time appear to be against 


belong to one great 


favorably will affect 


it is, therefore, 


eli- 


occurrences, condi- 
may not affect the 
stove, 
sheet 


or 


their interests, but if such should be the case, 
you may rest assured that the statement was 
made, because we felt that not to make it 
would result in harm to the trade in general, 
and that. it was made without any personal 
bias at all. 

American Artisan and Hardware 
has always stood. for, and always will stand 
for, the things which make for true progress, 
and we are happy in the knowledge that what 
we have done in the past has in some measure 


Record 


helped to improve conditions, abolish abuses, 
establish higher standards, is being appreci- 
ated by those whom we serve, as evidenced by 
the many encouraging letters that come to our 
offices, as well as by the commendatory state- 
ments made face to face. 

It is, however, only natural that at times in- 
dividuals hon- 
estly disagree with us, and we are always glad 
to have them tell us so if their criticism is of 


wr groups of individuals may 


a constructive character, and if we are in the 
we shall always be glad to have 
the 


wrong any 


with information us 
right.” 
Our 


which our friends do business more satisfac- 


one proper “put 


object is to make conditions under 
for all concerned, and—as we have said 
times before—everyone in any of the 


Artisan 


tory 
many 
trades in 
and Hardware Record is published is privi- 


whose interest American 
leged to ask us for such assistance as he thinks 
we may be in position to render and we will 
endeavor at all times to make reply to the best 


of our ability. 
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Random Notes and Sketches. 


By Sidney Arnold 














E. M. Tyler, of the International 
Heater Company, was on the train 
the other day when he overheard 
two Irishmen discussing the home- 
stead law: 

“Clancy,” said Corrigan, “ye’ve 
taken a homestead, so ye know all 
about it. Will ye be tellin’ me th’ 
law about goin’ about it?” 

“Well,” said Clancy judiciously, 
“I’m not afther rememberin’ the 
letter of th’ law, but here’s what it 
amounts to. Th’ Guvviment is 
willin’ to bet ye wan hunnerd an’ 
sixty acres of land agin’ fourteen 
dollars that ye can’t live on it five 
years without starvin’ to death.” 

* 2K * 

R. B. Strong, the Homer fur- 
nace man, is quite a song leader as 
was amply demonstrated at Bay 
City, and he also possesses a big 
fund of humor, subtle and other- 
wise. 

Here is one of his samples: 

The war profiteer was enjoying 
a seat in a crowded street car when 
the remnants of a doughboy hobbled 
in and took his stand nearby in the 
aisle. 

Realizing that the occasion called 
for some display of courtesy, the 
seated gentleman reached out, but- 
tonholed the other and whispered: 

“Stick around, old fellow. I'll be 
getting off in seven more blocks.” 

ok * * 

“You don’t have to take a bluff 
from anybody if you are quick- 
witted and have backbone,” says 
“Pop” Henninger, of the J. M. & 
L. A. Osborn Company, and to 
illustrate his statement he told about 
the cut rate barber who had been 
notified by the legal department of 
the Canadian Pacific Railroad to dis- 
continue the use of “C. P. R.” in 
connection with his shop, or stand 
the consequences. 

The barber replied to the “no- 
tice” as follows: 

“Deer Sur: I got yure notis. I 
don’t want no law soot with yure 





big company, and I don’t want to 
paint a new sine on my shop. Times 
is bad, and I got a large wife and 
family to sport. I no yure com- 
pany owns everything around heer 
—railroads, steemers, most of the 
best land, and the time, but I don’t 
no as you own the hole alfabet. The 
letters on my sine stand for my 
mother’s name in old lerland— 
Christine Patricia Reardon, and 
what I want to no is what you are 
goin’ to do about it. I suppose you 
won't argue that the balans of my 
sine what refers to cut rates has 
got anything to do with yure rail- 
road. There ain’t bin any cut rates 
around these heer parts that I nose 
of.” 


aK * aK 


Harry Hussie, than whom there 
is no one more able and willing to 
talk, was a witness for the prosecu- 
tion in a robbery case some time 
ago, and in the course of his ex- 
amination by the defense attorney 
the following incident occurred : 

“And what time did the alleged 
robbery take place?” asked the law- 
yer. 

“T think—” began Harry. 

“We don’t care what you think,” 
said the lawyer, “we want to know 
what you know.” 

“Then I might as well get down 
off the stand,” said Harry. “I 
can't talk without thinking; I’m no 
lawyer.” 

: = -* 


As many of my Iowa friends 
know, H. L. Frey, who sells Premier 
warm air heaters, was married about 
a year ago, and A. B. Meston, of 
the Quick Furnace & Supply Com- 
pany, tells the following story, being 
careful, however, to state that the 
bride mentioned was not the better 
half of Mr. Frey: 

The bride’s mother wanted to 
know how the groom was being 
treated, and asked what they had 
for dinner Monday. 
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“Oysters on the half shell,” re. 
plied the bride. 

“And Tuesday ?” again the mother 
asked. 

“Oysters on the half shell.” 

“What did you have Wednes- 
aay °” 

“Oysters on the half shell.” 

“See here,” demanded mother, 
“doesn’t your husband care for any- 
thing except oysters on the half 
shell ?” 

“I suppose he does,” answered 
the bride, “but it saves such a lot 
of dishwashing.” 


* *x* * 


Here is a good story that anyone 
who belongs to the “Straphangers’ 
Legion” will appreciate. I give 
credit to H. C. Barrager, of the 
Meyer Furnace Company, for this 
item : 

The pride of the office, conscien- 
tious, punctual Bingsley, had been 
suffering from a siege of illness, 
and his employer unbent long 
enough to go to his home to ask 
about him. 

“Good old Bingsley,” he said. 
“He was so careful about never 
missing a day. How in the world 
did you manage to keep him con- 
tented here all the month he’s been 
laid up?” 

“Oh, that was easy,” replied Mrs. 
B. “We rigged a strap over his 
bed for him to hang on every morn- 
ing and evening.” 

* * * 


The following bit of poetry by 
Nixon Waterman is well worth the 
consideration of every man who is 
engaged in any sort of. business, 
especially when applied to our rela- 
tions with our business fellows— 
those who are after the trade of the 
same people: 

If I Knew You. 
If I knew you and you knew me— 
If both of us could clearly see, 
And with an inner sight divine 
The meaning of your heart and 
mine, 
I’m sure that we would differ less 
And clasp our hands in friendliness. 
Our thoughts would pleasantly 
agree 
If I knew you and you knew me. 
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Facts of Warm Air Heating and Ventilating. 


Reports of Progress in Warm Air Heater Research Work. 
Ventilating Factories, Theatres and Other Buildings. 


Mt. Vernon Furnace Plant 
Capacity to Be Doubled. 


So rapidly has the business of 
the Mt. Vernon Furnace & Manv- 
facturing Company, Mt. Vernon, 
Illinois, increased that the capacity 
of the plant is to be doubled. 

Work will start on an addition to 
the present foundry that will double 
the output of the plant as soon as 
materials can be assembled. 

The addition to the plant, a build- 
ing 80x 100 feet, will be built on 
the west side of the present foundry 
building. 

This industry has had a remark- 
able growth since it started opera- 
tion in Mt. Vernon, less than two 
years ago, and a number of addi- 
tions have already been made to the 
original plant. These additions were 
for the purpose of increasing stor- 
age space, and the improvement now 
contemplated is the first that has 
been made to the foundry itself. 


Recently the plant has been aver- 
aging a carload shipment of fur- 
naces every day, and could have sold 
more if production could have been’ 
increased. 





Interesting Program Is Planned 
for Convention of National Warm 
Air Heating and Ventilating Men 


The following program has been 
arranged for the Tenth Annual Con- 
vention of the National Warm Air 
Heating and Ventilating Associa- 
tion, to be held April 18th and roth 
at Hotel Winton, Cleveland, Ohio: 

Wednesday, April 18th. 

10:30. Call to order. 

Calling of roll. 

Reading of minutes. 

10:35. Communications. 

10:40. Appointment of Com- 

mittees. 

6. 10:45. President I. L. Jones’ 
address. 

- 10:55. Reports of Officers: 
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. 12:40. 


- 100. 


. 10:30. 


- II 7:00. 


Treasurer John Kerch. 
Secretary Allen W. Williams. 
Executive Committee, D. Rait 

Richardson, Chairman. 
11:25. Report of Legislative 
Committee, by Edward Nor- 
ris, Chairman. 


. Report of Joint Committee on 


Standard Code, by Clarence M. 
Lyman. 

11:40. Open hour—For general 
discussion of any matters perti- 
nent to our industry. 
Report of Advisory 
Committee on Warm Air Fur- 
nace Research, by P. J. Dough- 
erty, Chairman. 


Recess—One hour. 


. 2:00. Cost Finding Methods in 


the Furnace Industry, by R. G. 
Bock. 


. 2:30. Report of Association Re- 


search Work at University of 
Illinois, by A. C. Willard, Di- 
rector; A. P. Kratz and V. S. 
Day, Assistant Directors. 


. 4:00. Fans as Applied to Warm 


Air Heating, by R. W. Menk. 
6:30. Banquet—Hotel Winton. 
The Entertainment Committee 
have provided for this special 
feature a menu and program 
that will be attractive and en- 
joyable. All present are cor- 
dially invited and expected. 


Thursday, April 19th. 


. 10:00. Call to order. 


10:00. Practical Applications of 
the Standard Code, by G. A. 
Voorhees. 

The British Thermal 
Unit, by F. Paul Anderson. 
The Merits of Warm 
Air Heating When Properly 
Installed, by E. A. Stewart. 
Unfinished Business. 


. New Business. 
. Report of Nominating Commit- 


tee and Election of Officers. 
Adjournment at pleasure of the 
meeting. 


Lamneck Introduces Non- 
Ventilated Furnace Pipe. 

Closely following the opening of 
the new year, the doors leading to 
the new home of the W. E. Lam- 
neck Company, Columbus, Ohio, 
were opened; workmen and man- 
agers took their places in the spa- 
cious and well-equipped quarters, 
and an era of increased activity for 
the firm began. 

Many new developments in the 
furnace and stove pipe lines are 
noted, as indications of the progres- 
siveness of this firm. One of these 
in particular may be mentioned and 
that one is the new double wall non- 
ventilated safety pipe. The interest- 
ing feature of this new develop- 
ment singular construction, 
which permits of no air circulation 
whatever between the various sec- 
tions, there being a dead air space 


is its 


between the walls. 

All of the double wall pipe manu- 
factured by the firm will hereafter 
be made with the new patented lock- 
ing construction. This locking de- 
vice is automatic and not only 
reduces the cost of installation of 
the pipe, but it also adds greatly to 
the heating efficiency of the plant 
when in operation. 

The pipe can be cut in two at any 
place along its surface desired 
either on the job or in the shop, and 
it also has the added feature of be- 
ing interchangable with other makes 
of pipe where this is desired. 

Rigid tests carried on in one of 
the largest university laboratories in 
the country have proved that this 
pipe is eight per cent more efficient 
in heat delivering capacity than the 
commonly used ventilated pipe. 





The man who wishes he knew 
how to do this or that will not be 
able to compete with the fellow who 
instead of wishing, digs out the in- 
formation he needs. 
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Zideck Analyzes Requirements of What He 


Terms the Ideal Heating Plant. 


Strong Selling Points Are Contained in This 
Article for the Local Furnace Installer. 
Written Especially for AMERICAN ARTISAN AND HarRDWARE REcoRD by 


E. E. Zide:k, Instructor in Charge of Heating and Sheet Metal 
Work at Lincoln Institute, New York City. 


F there are troubles experienced 

in connection with operating the 
furnace, it is not the system that is 
at fault. 

There can be no_ better 
than the one which carries the cold 
air from the rooms into a_ place 
where coal is handy to feed into the 
furnace that heats up the air, and 
whence no smoke or dust or ashes 
should reach up into the living 
rooms. No better system of heating 
than the one-which collects the cold 
air from the floors; which heats it 
up and diffuses it with proper hu- 
midity ; which exhales warm, balmy 
air into every room where it is 
wanted ; and which is started to heat 
just as quickly as the cold sets in 
and never can freeze up if left with- 
out fire. 

Troubles, whatever there are of 
them, are not inherent in the system, 
but are mainly due to the old, faulty 
furnace constructions and, lately, to 
ignorant or superficial installation. 
The old-timers in furnace construc- 
tion were chiefly responsible for the 
amount of bad repute the system has 
been burdened with. And the pres- 
ent-day practice of installing fur- 
naces in the mushroom-raising 
fashion, just “putting them in” at 
so and so much apiece, is adding 
to it. 

In the past the furnace has been 
modeled much like a stove. As a 
huge stove, capable of much heat- 
ing, it was for the most part above 
reproach. The people who made 
and sold the furnaces, and the men 
who installed them, were alike igno- 
rant ‘of what the air-heat system 
actually can do, and this ignorance 
on their part is to blame for what- 
ever “jokers” in “hot air” heating 
there still remain. 

There were “installers” at work 
the country over, good tinners and 


system 


mechanics maybe, but who did not 
have the slightest knowledge of 
heating and of the laws governing 
it. Installations there were with 
heavy galvanized pipes, riveted and 
elbowed to an exact square, hung up 
and expected to carry heat. Many 
installations provided for one-third 
and less of cold air to the volume of 
warm air calculated to be carried in- 
to the rooms. 

Many furnaces were made, rec- 
ommended, sold and installed which 
provided for one-fourth of the air 
capable of heating. The results 
were hot pipes and hot registers, but 
not much of hot air coming up, with 
the furnace over-heated and burn- 
ing out. Hot cellars were the rule, 
but the man who fed the furnace to 
its capacity still froze in the living 
room. 

The taking of the entire cold air 
from the outside was another folly 
of the past, responsbile for unsatis- 
factory results. The warm air ris- 
ing from the furnace was air 
brought in from the street, and as 
the house was filled with air of its 
own, cold and heavier air at that, 
the furnace air remained largely in 
the pipes and the cellar. 

The burning-out of the furnace 
parts, with smoke, dust and ashes 
entering the casing, the pipes and 
the rooms, in consequence, was a 
frequent and much heralded fur- 
nace trouble, due in ninety cases out 
of a hundred, to the above faults in 
construction of the casing, the pipes 
which retained heat, the insufficient 
cold air, and the outside air supply. 

A real furnace installer, one who 
knows the air-heat problem and does 
his work accordingly, can make a 
warm-air heating system work right 
even with a bulky stove put inside 
the correctly designed and connect- 
ed casing. 
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The stove, or the cheap furnace 
for that matter, might not last as 
long as the furnace of quality does, 
and it might not retain heat to con- 
tinue giving warmth after the fire 
goes out in it, or it might not be as 
efficient in warming up the bulk of 
the air contained in the house: but 
if the casing around it and the air 
supply and discharge are done as 
they should be done, the plant will 
work, and there will be none of the 
troubles of burned-out parts, smoke 
and dust, overheating of the cellar, 
and no heat coming out at the reg- 


isters. 

On the other hand, the best 
quality furnace, if it has wrong 
casing design and is _ installed 


with the wrong unrighted and super- 
ficially, surely will give trouble. 
The furnace itself might be a first 
grade heater; tight under all cir- 
cumstances; of the proper size and 
capacity the house requires ; and it’s 
heat-retaining and radiating might 
be such as to exhale heat long after 
the fire in it burned out; and still, 
if it is not provided with the proper 
air facilities and is put in by incom- 
petent men who do not know bet- 
ter, or by contractors doing routine 
work in all disregard of the first 
principles of air-heat, the same fur- 
nace might excellently heat up the 
cellar, but leave the rooms above 
cold. It will get heated up to melt- 
ing point within the casing, and still 
there will be no heating results up- 
stairs. It will, in spite of its heavy 
construction and tight joints, burn 
out or warp and open up, discharg- 
ing gases, smoke and ashes into the 
casing and the rooms. 

A good installer, then, will make 
a good heating plant almost with 
any kind of heating apparatus to 
fire in. And the man who knows 
not much about the air-heat system 
and the contractor who puts in fur- 
naces at so and so much apiece 
usually make a mess of it, no mat- 
ter how good a firing apparatus they 
handle. These people really are re- 
sponsible for the many furnace trou- 
bles prevalent, and only bring the 
air-heat system into disrepute. 

That same maxim applies to fur- 
nace repairers. Commonly the man 
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who is called in to fix the furnace is 
a stove repairer or something of 
that kind, with no knowledge of 
how the air-heat system works. He 
never questions the wisdom of the 
original installer and what he fixes 
only perpetuates the faults which 
made the fixing necessary. 

The owner, not trusting the legit- 
imate furnace installer with more 
air-heat knowledge than possessed 
or displayed by the architect or the 
factory people who put it in, and 
afraid of expenses, stubbornly re- 
sists all attempts at repairs other 
than the replacement of burned out 
parts and cleaning the chimney. 

And so the real trouble with the 
furnace is allowed to continue in- 
definitely, the parts burning out one 
by one each year, and the furnace 
smoking into the rooms, fire in it 
going out at night because of draft 
leakage, and otherwise giving poor 
returns for the fuel fed into it— 
the owner all the time complaining 
of the system and condemning it. 

These troubling installations, scat- 
tered all over the country, are con- 
stantly a warning to the house- 
holders, house builders and other 
prospective buyers of heating sys- 
tems against investing 
and having their houses smoked up 
and otherwise pestered by, furnaces. 

The trade journals, co-operating 
with the foresighted manufacturers 
of furnaces and fittings, and aided 
by thinking installers who are not 
afraid to assert what they learned 
by experience, are conducting a 
campaign of educating the trade and 
the public in general as to the prog- 
ress made in air-heat and the im- 
provements incorporated in the ad- 
vanced makes of furnaces and their 
installation. 


money in, 


This education, absorbed and be- 
coming more and more general, 
promises to overcome the damaging 
repute the older furnaces and their 
incompetent putting up have earned 
for themselves. 

Research work in furnace heating 
and resulting scientific solutions of 
the problem, with subsequent im- 
provements in the system, are com- 
paratively of recent date. Conflict- 
ing experiences and theories are 
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still in vogue, and it is a folly to 
believe that we have arrived at the 
sum total of knowledge in air-heat, 
and that we are at the end of new 
discoveries and changes improving 
and perfecting the system. 

Nevertheless, what we already do 
know, and what is being heeded 
more and more in the making of 
furnaces and fittings, is sufficient to 
do away with any and all troubles 
found in older installations and to 
insure better results with the air- 
heat system, modernized, than is 
possible, at an equal expenditure in 
fuel and care, with either steam or 
hot water. 
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Especially for the heating of resi- 
dences, smaller schools, 
churches, halls and other buildings 
having no proper janitor’s or fire- 
man’s service to take constant care 
of the heating system; and for the 
householder who is adverse to wast- 


houses, 


ing fuel in keeping the fire going 
when no heat is required, the mod- 
ernised furnace is far more prac- 
tical and economical a heating appa- 
ratus than is steam or hot water, 
which systems, partly due to the 
careless and cheap putting up of 
furnaces in the past, have far out- 
stripped in public estimation the 
air-heat. 


Fan with Automatic Draft Control Produced 
Uniform Heat Distribution in Ten-room House. 


Previous to Fan Installation Two Upper 
Rooms Were Cold Unless Furnace Was Forced. 


TEN room, two story house, 


like the one shown in the ac- 


companying halftone illustration, 
may not always be a difficult one 
to heat satisfactorily with a: warm 
air furnace, especially if the up- 
stairs rooms do not require the same 
temperature as the living rooms 
below, but under ordinary circum- 
stances it will be found necessary 
to force the firing if the former are 
to be kept at a comfortable tempera- 
ture, which was the case with this 


house, as three of them were oc- 
cupied by roomers who, at any rate, 
spent their evenings and Sundays 
there. 

So Jacob Baumbauer, the owner, 
had a 27-inch Wise dome furnace 
installed, and in a measure was sat- 
isied, because with'this furnace he 
could deliver sufficient heat to every 
room, but it was necessary, even 
with this good furnace, installed as 


it was according to the tracing 
shown herewith, to run the temper- 





Two Story, Ten Room Residence in Which Aerofan Installation Made It Possible 
tc Have Uniform Temperature of 70 Degrees With Outside Temperature 
at Zero. 
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ature in the two large front rooms 
on the first floor up to 85 degrees, 
in order to have 70 degrees in the 
northwest and west rooms on the 
second floor, both of which were 
exposed, the house standing on the 
northwest corner of the block. 

A year ago Mr. Baumbauer had 
an Aerofan installed in the large 
return air duct leading from the 
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ature in all the rooms was 69 or 
70 degrees, with a strong wind 
blowing from the West and the out- 
side temperature about 15 degrees 
above. The furnace had _ been 
stoked at 10 p. m. the preceding 
evening and no coal added when the 
call was made at II a. m. 

In other words, the Aerofan made 
the distribution of warm air uni- 
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Basement Plan of Ten Room House Equipped With Aerofan in Return Air Duct. 


front hall, as shown in the tracing, 
together with a Furnacestat, both 
being manufactured by the Honey- 
well Heating Specialties Company, 
which is located in his city, Wa- 
bash, Indiana. 

This installation has seen service 
during the coldest weather this win- 
ter, and according to Mr. Baum- 
bauer’s statement to the writer dur- 
ing a visit to his home, the temper- 
ature never varies more than one 
or tWo degrees and is usually uni- 
form all over the house. 

On the day when the writer in- 
spected this installation the temper- 


form and frequent enough to coun- 
teract the greater heat loss in the 
exposed rooms, without overfiring 
the furnace, and the Furnacestat 
kept the draft under automatic con- 
trol, with the result that the con- 
sumption of coal was materially re- 
duced. 

Another important point, which 
the writer observed during his visit 
to Mr. Baumbauer’s home, was that 
the Aerofan, which was then oper- 
ated at about 700 revolutions per 
minute, was absolutely noiseless, and 
Mr. Baumbauer stated that even 
when it was operated at its greatest 
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speed—about 1,200 revolutions—jp 
very cold weather, one had to listen 
hard in order to hear it. 

No change was made in the ar- 
rangement or size of warm air 
pipes, registers and return air ducts, 





Wendel’s Reputation 
Builds Business. 


In the following, E. W. Wendel, 
Hinsdale, Illinois, who handles fur- 
nace, tin and sheet metal work, has 
submitted an answer to question No. 
2, of the question box in the issue 
of March 10; namely, can the aver- 
age furnace dealer compete with the 
direct installer ? 

To AMERICAN ARTISAN: 

If the local dealer has a reputation 
for doing good work, he will ex- 
perience little trouble from the di- 
rect installers. These men only get 
that class of work where the con- 
sideration of the price of the job 
takes preference over the attainment 
of comfort. 

The heating business is not only 
a dollar proposition, but the factors 
of health, comfort, economy of up- 
keep and many other items enter. 

When a cold wave comes it is a 
pleasant satisfaction to be able to 
call your customers on the phone 
and ask them how their heating sys- 
tems are working and hear them 
reply: ‘““We are as comfortable as 
we can be, Thank you!” “Bill Jones 
is going to build in the spring and 
we told him about your work.” 
“You are sure to get his job.” “We 
told him that you charged good 
prices, but you deliver the goods.” 

These are the things which I 
enjoy hearing, and last winter I 
called many of my customers by 
phone and through them obtained 
many jobs. 

The following is an instance of 
how a good reputation builds busi- 
ness : 

House 
tion. 

Buyer: “Who is installing the 
heating system ?” 

Ans.: “Wendel, of Hinsdale, IIli- 
nois.” 

Buyer: “Well, if he has the in- 
stalling of the heating system, I am 


for sale under construc- 
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going to buy the house, as I heard 
that he puts in good work.” 

The house was sold on just that 
one point, as the buyer called me up 
and asked me if I had the contract 
for installing the heating plant. 

E. W. WENDEL. 
——, Illinois, March 11, 1923. 





Menk Suggests Pipeless Plan for 
Turton’s Two-Story House. 

On page 92 of our 1922 Warm 
Air Furnace Special, George W. 
Turton, Niles, Michigan, submitted 
the following problem: 

“Suppose a customer should give 
you his house floor plans like the 
following, with full basement, and 
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is one from R. W. Menk, Heating 
Engineer for the Excelsior Steel 
Furnace Company, the illustration 
being a reproduction of Mr. Menk’s 
tracing : 

To AMERICAN ARTISAN: 

In your 1922 Warm Air Heater 
Special, Mr. Turton submitted a 
floor plan of a simple little home in 
which he requested furnace men to 
submit their ideas as to how to prop- 
erly heat the building with a pipe- 
less furnace. I noted that there 
have been several comments on the 
same. 

The writer has been requested by 
our customers not less than five or 
six times to submit his suggestions 
as to how the same should be heated 
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advise you that he wanted a pipe- 
less. What would you advise him? 
If you accepted, how would you 
make installation? A free and fear- 
less discussion may enlighten all of 
us willing to learn. 

(First floor—Ceiling 8’ 6” ; doors 
and cased opening 6’ 8”; closed 
stairway. Second floor—Ceiling 7’ 
6”; door 6’ 8”; temperature de- 
sired, 65°, temperature for bath 
85°.)” 

The floor plan is as in the accom- 
panying illustration. 

A number of suggestions have 
been published since then and here 


and upon the urgent request of one 
of our good customers, I am sub- 
mitting our method of installation, 
which you are at liberty to use if 
you choose in connection with cuts 
or illustrations and analysis of the 
same if you wish. 

Assuring you that I am not only 
anxious to help the furnace installers 
in general but especially readers of 
your journal, I am, 

Very truly yours, 
R. W. MENK. 





A tragedy is a comedy that fails 
to make good at the box office. 


Bev Room 
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Here Is One Reason Why It Pays 
to Advertise Advertised Goods. 


People want attention. It has 
been aptly said that people anc 
things comprise the world—adver- 
tising is the art of persuading peo- 
ple to buy things. Moreover, 
people are more interested in them- 
selves and in other people than in 
anything else. A housewife may 
be chatting with her neighbor and 
the merits of a certain product are 
discussed. Incidentally, the name 
of the store from which it was pur- 
chased forms part of the conversa- 
tion. This in itself is a certain 
form of advertising. If a product 
is advertised, few people care to 


‘BedRoom 


Bate 


Second FlooR PLan 


admit they have not seen it adver- 
tised. They like to have you show 
them sufficient attention as to re- 
mind them of the advertised prod- 
uct. 





What is the morale of your or- 
ganization today? Are your sales- 
men skeptical as to sales possibili- 
ties? Are they indifferent, careless, 
apathetic, discouraged, unproduc- 
tive? If so, the morale of your 
business force is at a low ebb and 
your sales will be correspondingly 
low. Also, the fault lies with your- 
self. 
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Practical Helps and Patterns for the Tinsmith, 


Aids to the Improvement of Craftsmanship and Business. 
News from Various Branches of the Sheet Metal Trade. 


Patterns for Cornice Miters 
of Different Angles. 

By O. W,. Kothe, Principal, St 
Louis Technical Institute, St. Loui 
Written 


Artisan 


Missouri. especially for 


Ameriwan and Hardware 
Kecord, 

The making of cornice miters and 
gutter miters 1s much the 
Qjur sketch in this 
case shows 4 cornice running around 


ame a 


elbow angles. 


the top of a building which has 45 


degree miters and also a square 
miter, with a bay window construc 


tion containing considerable metal 


work below it. At “W” we show 
the method of treating an angle 


which we will say is M-N-O. Set 
dividers to M as center and any ra 
dius, strike ares as ata and b. Then 
reset to another radius, preferably 
greater, and using a and b as cen- 
ters, strike and cross ares in point 
X. Then through N draw a line at 


X-N, extending it, which makes a 
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Designs for Cornice Miters of Different Angles. 





true miter line for both parts of the 
angle. 

At our working drawmg elevation 
we have the profile of cornice which 
we may say represents the bay win- 
dow crown mould. Draw the design 
as shown and divide all curves in 
any number of equal parts, number- 
ing woints and bends as shown. Now 
B-D-k and 
is the miter, which is 


in plan the angle is 
where D-( 
established the same as is explained 
at “W.” 


produces a butt miter. So from each 


Observe the wall line E-F 
point in the profile of elevation, 
drop lines into plan to the miter 
(-I} and from here extend them to 
the wall line E-F. 

To set out the pattern for front 
‘A” pick the girth from elevation 
as from 1 to 13 and set as 1-13 in 
pattern. rom each point drop 
stretchout lines and then from each 
point in miter C-D extend lines over 
to intersect those of corresponding 
numbers and that will give you the 
miter cyt as shown in pattern “A.” 
The miter cut for the angle in pat- 
tern “I3” is the same and can be 
marked direct from the pattern “A.” 
So pick the girth from the elevation 
detail and set off as 1-13 in pattern 
“B” and develop as shown, which 
will give the miters desired. 

(Observe the elevation has an alti- 
tude of 2-13, while it only has a 
projection of A-B in plan, and by 
working it in this way we make 
returns. The pattern for the roof of 
window is comparatively simple, as 
it can be usually made in several 
pieces and measured direct from the 
roof and needs hardly any develop- 
ment. 





As illustrating the value of per- 


sistetncy it has been stated that re- 
peated and rapid blows will make 
iron red-hot. But after all, a forge 
is quicker and cheaper. 
is all right if you don’t persist in 
being wrong. 


Persistency 
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Doyle Explains Further Some of Fundamentals of 
Simple, Yet Efficient Bookkeeping System. 


Describes Cash Journal Which Shows Where 
Money Goes and Why No Profit Was Made. 


HIS installment will illustrate 
¥ the entering of all transac- 
tions other than Sales. Purchases 
on credit, Receipts and Payments 
of Cash both by check and in cur- 
rency. For this purpose we have 
what is known as the “Cash Jour- 
nal” sheet. This consists of two 
large sheets the same size as the 
Sales Journal and a narrow sheet 
between the two large ones known 
as a “Cut Leaf.” The “Cut Leaf” 
is used in order to provide sufficient 
columns to take care of the distri- 
bution. 

The same principle of columnar 
distribution as was illustrated and 
described in connection with the 
Sales Journal is used here. The 
same proof of debit and credit totals 
agreeing is to be taken on each page 
and for the monthly totals. 

Bank Account. 

The three columns on the left- 
hand side of Fig. 1 are to be used 
when entering Cash transactions. 
All cash received should be depos- 
ited in the bank and all payments 
as far as possible made by check. 
Inter the amount of cash received 
in the first “Cash Re- 
ceived,” distributing it to the proper 
columns on the right hand or on 
the Cut Leaf. Most of these en- 
tries will be payments from custom- 
ers. Where cash discount is allowed 


column, 


follow method used in “James 


Green” entry. Where no cash dis- 
count is allowed enter same amount 
in both “Cash Received” and “Cus- 
tomers’ Accounts” 

Where cash is 
other than 
customers use 


columns. 
received from 
sources payments by 
“General Ledger” 


column as shown in second entry. 


Enter all checks issued in second 
column and distribute to proper col- 
umns on the right. Note distribu- 
tion of third entry : “$44.00 Produc- 
tive Labor” is Journeyman’s time 
on jobs ; $65.00 “Office Salaries” is 
proprietor’s and bookkeeper’s sal- 
aries and $10.00 “Non Productive 
Labor” is shop boy’s time. 


JOURNAL 





Discount Earned 
CREDIT 


Fig. 2.—Form of Journal Used for Cash Transactions. 


In this case $1.00 was deducted for 
Interest in advance, so $99.00, the 
amount received, is entered in the 
first column and $100.00, the 


“ 


amount of the note, in the “General 
Ledger” credit column. 
charged to Overhead 
Interest in “Miscellaneous 


head” column. 


$1.00 is 
Expense as 
Over- 


CASH 


100 
40/ 


102 


Payments in Currency. 
While all payments should be 
made by check yet some must be 
made in currency as a matter of 
To take 
check for 
$25.00, $50.00 or more and call it 
“Petty Cash Fund.” Go to the 
bank and cash it putting the money 


necessity or convenience. 
care of this, draw a 





Fig. 1—When Cash is Received, it is Distributed as Above. 
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in a separate box in the safe under 
lock‘ and -key.- Make all payments 
out of this fund. Do not pay out 
any money taken in. 

Enter all such payments in {‘Cur- 
rency Spent” column and distribute 
to proper columns. (See entry No. 
5). When this money is nearly 
gone draw a check for the exact 
amount spent, which will be the 
total of the “Currency Spent” col- 
umn. Cash the check and you will 
then have the amount you originally 
started with. Enter the check in 
the “Amount Check” and also in the 
“Currency Spent” column, making 
the entry in the “Currency Spent” 








umn which should equal the amount 
of the Fund. ao 
Purchases On Credit. 

Enter all invoices as soon as the 
goods are received and you know 
that you owe the money. First en- 
ter the amount of the invoice ‘in 
“Accounts Payable” credit column 
distributing to the proper columns. 
Most of these invoices will go in the 
“Material” column but where other 
purchases are made such as Truck 
Repairs, Tools, etc., distribute to 
proper column. 

When paying invoices where cash 
discount is to be deducted, enter 


amount of check in “Amount 


CASH 


ACCOUNTS 


COST 


DEB tT 


Express 


Productive Labor 





Truck Inc. Expense 


Fig 3.—Form for All Accounts Covering Costs on Jobs. 


column in red ink. The red and 
black figures in this column will bal- 
ance each other so that you will not 
have any total in this column up to 
the time of this transaction. 

You can balance your Petty Cash 
Fund at any time by counting the 
cash in the box and adding to it the 
total of the “Currency Spent” col- 


Check” column, amount of invoice 
in Accounts Payable debit colum1 
and amount of discount deducted 
in “Discount Earned” column. See 
entries six and seven illustrating 
entries of payment. 
Even though invoice is not paid 
until following month follow same 
procedure as entry seven. 


invoice and 
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General Ledger Columns. 

These ‘columns are to be used for 
distribution where there are no sep- 
arate columns covering the accounts 
involved. If at any time you are 
in. doubt where to enter an item 
use these columns and you will 
make no mistake. Purchase of new 
equipment, payment of notes or 
money received from other sources 
than payments by customers, are 
to be entered here. 

Arrangement of Sheets. 

Note that the sheets Figures 1 
and 2 cover General accounts, Cus- 
tomers and Creditors. Three blank 
columns are provided for accounts 
that occur in individual cases where 
there are enough entries to warrant 
separate columns. Figure 3 shows 
the sheet having all the accounts 
covering the costs on jobs. Note 
that these columns correspond to 
the ones on the “Sales Journal” un- 
der the same heading. The amounts 
of purchases of these items are en- 
tered here, while the amounts of 
sales are entered in the same col- 
umn on the “Sales Journal.” Note 
that on the “Cash Journal’ these 
accounts appear under “Debit” 
while on the Sales Journal they are 
under “Credit,” thus applying the 
principle of double entry bookkeep- 
ing, ““debiting the receiver and cred- 
iting the giver.” For instance, when 
we buy “Productive Labor” through 
our payroll we debit that account 
in the Cash Journal. When we sell 
it by figuring it as part of the cost 
on the Job Ticket and Sales Journal 
we credit “Productive Labor” on 
the Sales Journal. Thus at the end 
of the month if we have charged 
up all Job Tickets on the Sales 





Fig. 4—When Totaled Shows Cost of Doing Business for the Month. 
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Journal the Productive Labor totals 
on the Sales Journal and Cash Jour- 
nal should agree. This will not 
hold true of the Material column 
because we always have Material 
on hand. 

Figure 4, the righthand large 
page has only Overhead Accounts 
on it. All amounts entered on this 
page should also be entered in the 
last right-hand column “Total Over- 
head.” The total of this column at 
the end of the month is your cost 
of doing business for the month. 
Compare this total with the total of 
“Overhead” column on the Sales 
Journal and you will soon find out 
whether or not you are adding suf- 
ficient Overhead in making your 
selling price. Unfortunately too 
many contractors find that the 
“Total Overhead” column on the 
Cash Journal is always more than 
the “Overhead” column on_ the 
Sales Journal. Hence no profit at 
the end of the year. 

(Copyright 1923 by American Artisan 
and Hardware Record for George 
R. Doyle.) 


Zinc Institute Publication 
Reprints Page Article from 
AMERICAN ARTISAN. 

On the back cover of the Feb- 
ruary issue of “ZN,” the interest- 
ing monthly publication of the 
American Zinc Institute, there is 
a reprint of an article which ap- 
peared in the January 13th issue of 
AMERICAN ARTISAN, and E. S. Gel- 
latly, General Salesmanager of [Ili- 
nois Zinc Company, takes occasion 
to point out that many of the argu- 
ments used for copper are just as 
applicable to zinc and that manu fac- 
turers of zinc roofing should take 
advantage of the lessons brought 
out by the Copper & Brass Research 
3ureau. 

Mr. Gellatly’s letter follows: 


Mr. S. S. TuTHILL, 

American Zinc Institute. 

On page 24 of the January 13th 
number of the AMERICAN ARTISAN 
AND HarDWARE REcorp, published 
in Chicago, is a very illuminating 
article on the effect the advertis- 
ing of the Copper and Brass Re- 
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search Bureau has had on the reai 
estate man. 

A few years ago, as a matter of 
fact, only a couple of years ago, it 
was an exception to find a copper 
leader or conductor pipe on the or- 
dinary medium-prized house. Today 
it is the usual thing to find copper 
leaders, 
brass pipes used on and in house 


gutters and copper and 
ranging from $6,000 up. 

I have heard the statement made 
by many zinc men that all this copper 
and brass advertising was going to 
help the zinc industry. Don’t you be- 
lieve that for one minute. | do not 
know of one single instance where 
copper and brass publicity has 
helped put a zine roof or zine con- 
ductor pipe on a building. I do 
know of many instances, owing to 
the fact that the buyer did not know 
what zine was—placing on his house 
copper fittings at twice the cost of 
zinc fittings. 

If the zinc industry had started 
to advertise and publish propaganda 
or. zine for roofing purposes in the 
same volume and at the same time 
that the copper people did, I am not 
afraid to say that we would have 
been miles ahead of the copper 
people at this stage of the game. 

We have the advantage of the 
copper people on price and certainly 
they have no argument for the use 
of zinc that we cannot answer ad- 
vantage for advantage with more to 
be said for zinc than for copper. 

The same thing existed in the 
copper business as now exists in the 
zinc trade, that is, that there have 
been for years a number of indi- 
vidual advertisers of copper leaders 
and gutters, roofing and flashing 
without meeting very much enthu- 
siasm or extraordinary amount of 
business. Almost immediately after 
the Copper and Brass Research Bu- 
reau took hold of the advertising 
and gave it general publicity the 
copper business along these lines 
jumped ahead with tremendous em- 
phasis until today they are growing 
stronger and stronger as indicated 
by this article referred to in the first 
part of my letter which shows that 
real estate men, owners and specu- 
lative building companies are ad- 
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vancing the fact that their, houses 
are equipped with copper leaders 
and gutters and piping as a good 
reason for buying their houses. 

I think these facts should be 
brought to the attention of the peo- 
ple of the zine trade forcibly. Some 
day they are going to advertise as a 
unit. The sooner it is started, how- 
ever, the better for us all. Copper 
has a good start on us but it can be 
overtaken and when our deserved 
place is found we will be able to 
take care of it. 

Yours very truly, 
Illinois Zine Company. 
FE. S. GELLATrY, 
General Salesmanager. 
Morio Writes New Book 
on Automobile Pattern Drafting. 

Sheet metal workers and pattern 
draftsmen, who have recognized the 
increasing demand for automobile 
bodies of the sport type, will be 
extremely interested to learn that 
Frank Xavier Morio, instructor in 
sheet metal work at the New York 
Public Schools, has written a book 
entitled Automobile Pattern Draft- 
ing, which includes a concise course 
of instructions in laying out com- 
plete patterns for the construction 
of automobile hoods, cowls, bodies, 
guards, fenders and other sheet 
metal parts, together with chapters 
on stamping, painting and finishing. 

The primary purpose of this book 
is to assist the pattern draftsman 
and designer to lay out patterns for 
automobile bodies of the sport type. 
It is written in clear, concise Eng- 
lish, with explanatory illustrations 
and diagrams plentifully dispersed 
throughout. 

The concluding chapter of the 
book is made up of valuable tables 
on the comparative capacities of 
cylinders in United States gallons 
and tables on the diameters and 
areas of circles. A complete set of 
blueprints also accompany the book. 
The book is now on sale in the 
book department of the AMERICAN 
ARTISAN, 





Common sense is none too com- 
mon. 
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The Cost of Doing a Sheet Metal Business Is Brought 
Out in * Detail by Chris. Young. 


Detroit Sheet Metal Contractor Shows How Neces- 
sary It Is to Know All About All Expense Items. 


amounts spent on contracts finished uniform basis. It will also show 


(Continued from March 10.) 





You Must Know Your Costs Accur- 
ately. 

A good way to keep track of your 
outgoing dollars and keep a line on 
your estimating is, first, to know 
what your contracts are paying in 
gross percentage above the cost of 
the material and labor, taking the 
average of each of the past months. 

Second—find the amount of your 
productive merchandise and labor 
during the past month, including the 


during the month and thé amounts 
spent on work in process. 

The total of these two items is 
your productive for the month. 

Third—apply your profit per- 
centage that your jobs have been 
paying to your monthly productive 
and compare this amount with your 
monthly expense. This will give 
you the amount of your profit or 
loss for the month, providing you 
are in a habit of estimating on a 


whether you have a volume that yoy 
should have, and will tell if you 
should raise your selling price or 
cut down expenses and reduce your 
business. 

This information can be had in 
less than a half hour at the end of 
each month. 

Sales Dollar. 

that you estimated 
10 per cent profit on top of your 


This shows 


cost and your dollar is coming back 





-4- Cost FLucTUATION . 
CosT OF CONTRACT, ESTIMATE BASED ON THE NEW LABOR 
RATE AND TEMPORARY REDUCED OVERHEAD PERCENTAGE . 


ESTIMATE MDSE. 6220.75 — 35.101 % 
MDSE. 5655.23 oJ LABOR 5808.75 = 32.776 
LABOR 5808.75 0°" of 100% =—.._ 5808.75 - 32.7% 
80% 4647.00 acTcosT * .25 
10% 1611.09 (onTPPY” Loss 116.18 - 06.555 
BID *17722.07 GROSS SALES*1,7722 07 "107.208 


IN THE MEANTIME 102 /NCREASE ON THE COST OF MDSE. DUE 
TO ADVANCE ON RAW MATERIALS, 257 INCREASE ON OVERHEAD 
DUE TO INCREASED COST OF INDIRECT LABOR AND SUPPLIES. 


OF 
INCOMING {92 
Dottar \ 





WHEN YOU SENT 
IT OUT ON ITS 
MISSION. 
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Chart Showing Necessity for Keeping Overhead Percentage at One Hundred Per Cent. 
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to you with a profit of 9 cents. 

The number of dollars that you 
can send out depends on your shop 
capacity ; your own working capital ; 
borrowed money ; your credit stand- 
ing and quick collections. 

Incoming Dollars. 

The average incoming dollar of 
roofing and sheet metal concerns 
in this case, shows only 3 cents 
profit due to various reasons such 
as 20 per cent labor increase over 
estimate ; cutting the estimate to get 
the job; bad weather and other un- 
foreseen additional costs. 

And at times your competitor 
seems to be doing it, so you think 
you can do the same thing, and you 
both keep going lower and lower. 

The main point I want to bring 
out there, is the deceiving, sneaky 
overhead or expense. 

Cost Fluctuation. 

This can better be explained in 
Cost Fluctuation. have 
the estimate made up of Merchan- 
dise, $5,655.23; Labor, $5,808.75 ; 
80 per cent Expense, $4,647.00; 10 
per cent profit, $1,611.09; a total 
bid of $17,722.07. 


Here we 


Why did we figure 80 per cent 
overhead in this estimate ? 

because our previous cost shows 
that the overhead dropped from 95 
per cent to 80 per cent. Due to the 
increase in labor. 

but in the meantime the cost of 
our indirect labor, foreman, super- 
intendents, office help, truck driv- 
ers and miscellaneous supplies raised 
our overhead from $4,647.00 to 
$5,803.85, or, in’ other words, it 
jumped up to 100 per cent, and we 
had to pay more for merchandise 
than we had figured, so we now 
have the cost of the contract as mer- 
chandise, ete. 

Items of Expense Dollar. 
1. Automobile 


Lahaina 0.041 
2. Advertising .,........ O41 
3. Association dues 0009 
Oy SO EP ss dacecaccnes O41 
©, SA. cs iccasnens .OO4T 
6. Depreciation ......... 0533 
7. Discount allowed...... 007 
8. Drafting supplies... .. .0006 
9. Factory expense....... .0057 
Oe i me .O102 


ee 


0656 


Se eee rerr rrr 0307 
13. Indirect labor ........ 088 
id, FOR GENE sics vcecve 0307 
15. Light and power...... 0133 
16. Legal expense 0092 
17. Maintenance of guaran- 

OE dviacaeseceanens 0205 
ee errr O41 
1g. Office supplies 005 | 
20. Office salaries ........ 084 
21. Officers’ salaries ...... 082 
SD. CE kcdwactamases 0041 
PE, BE bab4 cae dsednkass 0615 
24. Salaries—selling ...... 0799 
26. SOMNY occ ccvesens O04 
26. Sundry expense ...... 0102 
27. Shipping expense ..... 1231 
SE, TH GREED nce ccsnees 0082 
Pe tekkbcen denne 0404 
30. Telephone and _ tele- 

PE catia nnenadecus 0143 

$1.00 


Miscellaneous expense on jobs 
direct to cost of jobs. 

No allowance made for bad debts. 

No allowance made for cost of in- 
ventory. 

Shipping expense includes truck 
drivers. 

Traveling included in 
sundry expense. 


expense 


Koremen and superintendents in- 
cluded in indirect labor. 

How to Use the Expense Budget in 
Connection With Your Business. 
Apply it to your total expense. 

lirst you must know your expense. 

In this case we will take the over- 

head as 100 per cent on labor. 


One man at $7.20 per day, 


$172.80; one helper at $4.90 per day, 


~ 


$118.80; total of $291.60 per month. 


Automobile expense unit, 0.041 ; 
gas and oil expense unit, 0.041— 
0.082. 

Applying these units to the pay- 
roll we find $291.60 0.041 equals 


$11.95 for auto expense, and 


$291.60 0.041 equals $11.95 for 
gas and oil. 

Total 
month. 


auto expense—$23.90 per 
Three men and two helpers, pay- 
roll per month $756.00. 
Applying auto expense units, we 
have general unit, 
0.041; gas and oil unit, 0.041; total 


auto expense 
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of 0.082 756.00 equals $61.99, 
total auto expense per month. 

Six men and four helpers, pay- 
roll per month $1,512.00. 

Applying the total of both auto 
units, 0.082, we have $123.98 for 
auto expense, repairs, tires, gas and 
oil. 
$2,000 payroll, we will have 


SUED CHONG cnc ccccicee $ 82.00 
Ge He Wiis dnixednnpein 82.00 
WE dabintideataunten $164.00 
$4,000 payroll, auto expense.$164.00 
SSS Se dcccuunidawe 164.00 
NE eo bg tee $328.00 
$6,000 payroll, auto expense.$246.00 
ESE 4 kckavkcuwsen 240.00 
ME Kucckdaeseatosaka $492.00 


Let’s take “Officers’ Salaries” of 
a medium sized concern. The ac- 
tive head, according to these ex- 
pense units, will draw a salary of 
$492.00 per month, based on a 
$6,000 payroll; $410.00 based on a 
$5,000 payroll ; $328.00 based on a 
$4,000 payroll. 

This is about as low as any man 
or owner of a business would want 
to go with his salary, but you ask 
“What will 


operator ?” 


become of the small 


According to these units, he 
wouldn't draw enough salary to pay 
his house rent, if he does not own 
his own home. 


(To Be Continued ) 
Nu-Dura-Tin Night 
at Philadelphia 
Monday, March 26. 


Just a word in regard to the Nu- 


Dura-Tin night, which will be held 
in the City Club of Philadelphia, 
313 South Broad Street, that city, 
at 6:15 p.m. Monday, March 20, at 
which time the dinner will be served. 
The program after the dinner is 
made of the following talks: 
“Cooperation in Advancing the 
Metal Roofing Industry,” by W. H. 
Donlevy, chairman, metal branch of 
the National Hardware Association 
of the United States, Philadelphia. 
“The Lightning-pregof Qualities 
of Metal Roofing,” which will be a 
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moving picture, showing the light- 
ning test applied to roofs of all 
kinds, and is being shown through 
the courtesy of Lyon, Conklin Com- 
pany, Baltimore, Maryland. 

“Inflammable Roofs as Confla- 
gration Spreaders,” by the Honor- 
able George W. Elliott, fire mar- 
shal, Philadelphia. 

“Philadelphia with Its Tin Roofed 
Homes,” by Dr. E. J. Cattell, Cham- 
ber of Commerce, Philadelphia. 

“Nu-Dura-Tin, the Standardized 
Copper Steel Rust-Resisting Roof- 
ing,” by D. M. Buck, metallurgical 
engineer, American Sheet and Tin 
Plate Company, Pittsburgh, Penn- 
sylvania. 

“The Past, Present and Future of 
Nu-Dura Tin,” by Z. T. Hall, 
chairman, advertising committee, 
Metal Club of Philadelphia. 

“Metal Roofing Extension in the 
Nation,” by Frank K. Chew, edi- 
tor, Sheet Metal Worker. 


W. H. Born Opens Sheet Metal 
and Furnace Shop in Fond du Lac. 

W. H. Born, formerly employed 
by Jacob Brenner, has engaged in 
the general sheet metal and furnace 
business at 22 East Second Street, 
Fond du Lac, Wisconsin. Mr. Born 
will sell Moncrief and Peninsular 
furnaces. He has had 23 years’ ex- 
perience in the work and is well 
qualified to conduct the business in 
which he is engaged. 





Otto Bernz Company Produces 
New Self-Blowing Alcohol Torch. 


Many sheet metal workers have 
occasions when they can use a self- 
blowing alcohol torch to good ad- 
vantage, and the Otto Bernz Com- 
pany have brought out such a torch 
in response to this demand; it is 
shown in the accompanying illustra- 
tion. 

The cylinders are made from 
seamless brass tubing measuring 
.032 inch and are heavily nickel- 
plated. The front cylinder is fitted 
at the top with a sheet brass cap, 
nickel-plated, which has a fine 
thread, thereby preventing the alco- 
hol from leaking out, also prevent- 
ing the evaporation of alcohol when 
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torch is not in use. The cap at the 
bottom is made of cast brass, nickel- 
plated, and also has a fine thread. 
The bottom cap has four extensions 
which answer as a_ stand. This 
front cylinder is filled by removing 
bottom cap. 

The bottom of the rear cylinder 
is also fitted with a cast brass cap, 
nickel-plated, and also has a_ fine 
thread. This cap also has four ex- 
tensions, as has the bottom cap of 
the front cylinder. The top of this 
cylinder has a goose-neck which 





Self-Blowing Alcohol 
Torch. 


bends over the front cylinder. To 
the end of this goose-neck there is 
attached an improved burner tip 
which produces a fine pointed 
flame. This flame is suitable for 
any purpose whatever when a smal} 
pointed flame is required. Each 
torch is furnished with a safety ex- 
tinguisher cap which screws ontu 
the burner tip and prevents alcoho! 
irom leaking from burner tip when 
torch is not in use. 

Further informatioin may be se- 
cured from the Otto Bernz Com- 
pany, Newark, New Jersey. 

















I Notes and Queries 


Lead Coated Steel Sheets. 
From Edward Schuler, Pearl City, Illi- 
nots. 
Will you kindly inform me where 


I can buy lead coated steel sheets 

for auto bodies? 
Ans.—American __ Rolling 

Company, Middletown, Ohio. 


Steel Rod. 


From Fred Lanz, South Jackson Street, 
Monroe, Wisconsin. 
Please advise me where I may 


obtain 4 inch steel rod 10 feet long 
with square shank on each end, and 
grooved the entire length for a 1o- 
foot eave trough beader. 





Mill 
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Ans.—Bbliss and Laughlin, Incor- 
porated, Harvey, Illinois. 
Code for Chimney Construction, 


From A. W. Dudley, A. W. Dudley 
Company, 1022-24 Wabash Avenue, 
Terre Haute, Indiana. 


Kindly let me know where I may 
secure the Code for Chimney Cus. 
struction as formulated by the Na- 
tional Board of Fire Underwriters, 

Ans.—National Board of Fire 
Underwriters, 209 West Jackson 
Boulevard, Chicago, Illinois. 

Rear Fenders for Auto Truck, 
From Frederick H. Lord, Belle Haven, 

Virginia. 

Please tell me where I can buy 
rear fenders for a large auto truck, 
these fenders to be of special de- 
sign, or picked out of a catalog by 
me. 

Ans.—G, and O. Manufacturing 
Company, Replacement Department, 
New Haven, Connecticut; Messen- 
ger and Parks Manufacturing Com- 
pany, Aurora, Illinois; Chicago 
Manufacturing Company, 1464 
South Michigan Avenue, Chicago, 
Illinois; Parish Manufacturing 
Company, Reading, Pennsylvania, 
and Mullins Body Corporation, 341 
Franklin Street, Salem, Ohio. 

Address of American Roofer. 
From J. L. Pullen, 315 West Third 


Street, Graham, Texas. 
Can you tell me where the Ameri- 


can Roofer is published? 
Ans.—102 North Wells 
Chicago, Illinois. 


Furnace Casing Rings. 

From Haynes-Langenberg Manufactur- 
ing Company, 4045-57 Forest Park 
Boulevard, St. Louis, Missouri. 

Can you give us the names of 


some of the manufacturers of fur- 
nace casing rings? 
Ans.—Walworth Run Foundry 
Company, West 27th Street and St. 
L. R. R., Cleveland, Ohio; XXth 
Century Heating and Ventilating 


Street, 


Company, Akron, Ohio; Henry 
Furnace and Foundry Company, 
Cleveland, Ohio; The Kawneer 


Company, Niles, Michigan, and In- 
dependent Register and Manufac- 
turing Company, 707-717 Frank- 
fort Avenue, West, Cleveland, Ohio. 


Address of Furnace Fan Corporation. 


From Interstate Cornice Works, 413- 
415 Wall Street, Sioux City, lowa. 
We would like to have the address 


of the Furnace Fan Corporation. 
Ans.—They are located at Do- 
wagiac, Michigan. 
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Events and Progress of the Hardware Trade. 


What the Retailers, Jobbers and Manufacturers Are Doing. 
Latest Selling Methods and Experiences of Successful Men. 


Daniel T. Mallett 
Retires, Selling Hardware 
Dealers’ Magazine. 


After an extremely useful and in- 
teresting business career of 40 years, 
Daniel T. Mallett, founder and sole 
owner of the Hardware Dealers’ 
Magazine, has retired from active 
business. With his retirement Mr. 
Mallett also relinquishes his inter- 
ests in the Hardware Dealers’ Mag- 
azine, which he has sold to the John- 
son Export Publishing Co., Seventh 
Street, 
The new owners 


Avenue and _ Thirty-first 
New York City. 
will continue publication of the mag- 
azine with Roy F. Soule, one time 
editor of Hardware Age, as editor, 
it is said. 

From 1883 to 1885 Mr. Mallett 
managed a retail hardware store un- 
der his own name at Newark, New 
Jersey, and in 1885 the Daniel T. 
Mallett Hardware Company, New 
Haven, Connecticut, was established 
and continued until 1890. In 1894 
the Hardware Dealers’ Magazine 
was established by Mr. Mallett and 
was personally edited by him until 
1900, at which time it came under 
the editorship of James H. Ken- 
nedy. 

Mr. Mallett is also the author of 
two books which have been favor- 
ably received; namely, “Ideas for 
Hardware Merchants,” 1890, and 
“Life of Admiral Dewey,” 1808. 


Memberships of Illinois 
Retail Association 
Increases. 


Retailers are rapidly learning the 
benefits to be derived from align- 
ing themselves with the organiza- 
tions representing their own trade, 
as the Illinois Retail Hardware As- 
sociation, with headquarters at EI- 
gin, Ill., reports an increase of 
twenty-one members for the month 
of February. 

The new members are as follows: 


Husman & Dahler, Ohlman. 

C. A. Johnston & Son, Whitting- 
ton. 

Anderson & 
Glen Ellyn. 

Braddy’s Hdw., Jonesboro. 

John Lagoni, Kinsman. 

Steker Hdw., Oak Park. 

Vander Vennett’s Hdw. 
Moline. 

C. S. Kaldens, Gardner. 

8 Lind, Chicago. 


Dines Hdw. Co., 


Store, 


Hamp Williams 


and Receives 


R. I. Ogle, Baylis. 

Noller & Tiffany, Stockton. 
Francke & Switzer, Thomson. 
E. Vise & Co., Macedonia. 
Guy Amacher, Sibley. 

Heg Hdw. Co., Aurora. 

Roy E. Greenfield, Hinckley. 
Ernest Griffis, Wilmette. 
Frank J. Horky, Oak Park. 
Bert Cording, Saunemin. 

Jas. W. Castle, Riverside. 
Kiesewetter Hdw. Co., Oak Park 


Gives a Setting of Eggs 
a Nice Pullet 


in Return. 


That Is Only One of Many Ways by Which 
Arkansas Hardware Merchant Builds Goodwill. 


HE name of Hamp Willams 

is known all over Arkansas- 
and a considerable portion of the 
rest of the United States—as the 
name of a truly successful hard- 
ware merchant, whose home is in 
Hot Springs, Arkansas. 

His business is a little over 27 
years old, so it is not of the mush- 
room variety. It has grown from 
$6,000 in 1896 to over $550,000 in 
capital was 


1922. His starting 


$750.00. The number of his em- 
ployes in 1896 was four; last year 
he had forty-five. 

He was burned out in 1905, and 
again in 1913. He now has three 
stores and conducts a_ splendidly 
equipped Ford Service Station, said 
to be the best in the South. The 
concern owns its own buildings, 
which cost approximately $100,000, 

Notwithstanding this intense ac- 
tivity he apparently has an abun- 
dance of time for civic duties, and 
spends a great deal of his time at 
his country home. He pertinently 
remarks that the man who will be 
a slave to his business can easily 
make himself that; and the man 
who refuses to be a slave to busi- 
ness can likewise attain success. He 





has the profit-sharing plan in vogue 
with his business, old employes par- 
ticipating. 

At the Missouri Hardware Con- 
vention, Mr. Williams told of some 
of the plans and methods which he 
had used to build good-will and 
sales : 

“\Ve give away seed corn to farm- 
ers in the spring, our only condition 
being that each one who receives 
corn return five ears in the fall, in 
order to make sure of ‘next year’s 
supply. 

“In the same way we give set- 
tings of eggs, the return being one 
pullet; potatoes, cotton seed, pop- 
corn, etc., are also given away for 
seed purposes, and we offer prizes 
for the best yield. 
er front of our store we 
have a drinking fountain, freely 
patronized by men, women and chil- 
dren. There is a good sized mirror 
riot far from the entrance, and that 
is patronized almost as much—if 
not more—as the fountain, men be- 
ing interested as much in their ap- 
pearance as women. 


In the 


“A large bulletin slate serves to 
inform farmers of special bargains 
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we offer as well as the price we pay 
for produce. 

“T realize fully, and my buyers 
do likewise, the importance of 
knowing what we have in stock, 
what it cost and its selling price. 
We know that until an article is 
sold and paid for there will not be 
any profit, no matter how little it 
costs. So we have as one of our 
watch words, ‘get rid of the sticker,’ 
but at that we are always careful 


Set Your Mark for 









that no customer buys anything with 
which he likely to become dissatis- 
fied. It is better to lose the full 
cost of an article than to sell it to 
a customer who may get ‘sore.’ 
“Good-will is the biggest thing 
that a store can gain, and that can 
only be built up by acting on the 
square with everybody and by giv- 
ing a little more than the customer 
may be entitled to, strictly speak- 


ing. 


1923 High Enough 


to Make Sure of Reaping Fair Profit. 


Few Expense Items Can Be Scaled Down So if Greater 
Profit Is to Be Made It Must Come from Added Sales. 


OU have probably finished your 
inventory by this time and know 
how you stand financially. 

But how far have you gone in 
analyzing your inventory figures? 

Do you know what lines paid a 
real dollar-and-cent profit ? 

Do you know which one of your 
salespeople was really the most 
profitable to you, and why? Have 
you used that inventory in making 
any plans for 1923? 

What lines require more push- 
ing ? ’ 

How much more must you sell 
every week on an average in order 
to show a fair return on your in- 
vestment ? 

In the following we quote from 
a recent article prepared by S. P. 
Cook of the Burroughs Adding Ma- 
chine Company : 

To operate a business success- 
fully, it is necessary that you have 
some definite standards by which to 
measure results accomplished. You 
must have a mark to shoot at. 

After an analysis of your terri- 
tory and its prospects you may find, 
for example, that you can reason- 
ably anticipate an annual sales vol- 
ume of $36,000.00. Then divide it 
like this: 

$36,000—Annually 

3,000— Monthly 
693— Weekly 
116—Daily (6-day week). 
Rent 
Light, Heat and Power..... 


Postage, Telephone and Tel- 


CE Se tsneceenscnedes 1.00 

Interest paid and Cash Dis- 
ee 1.00 
DE sc deverascbaeees oi 9.00 
Taxes and Insurance....... 2.00 
Shop Expenses ........... 3.25 
PEE sdeenéceeeavns 2.50 
SCENE oc ciccsnesscss 1.20 
General Expense .......... .50 
$28.20 


Your daily sales quota is $116.00, 
but right now is the time to see if 
that will yield an adequate profit 
after your daily expense has been 
deducted. 

Make a chart of the daily expense 
that is involved when you open 
your doors every morning. The 
business month will consist of twen- 
ty-six days, and each week of six 
days in applying rent, light, heat, 
etc. The figures given below are 
used simply as an illustration of 
the principle only. In practice these 
accounts must be carefully based 
on actual conditions. 

In these expenses a salary is in- 
cluded for the proprietor. This is 
a part of the expense. You should 
draw your salary as any other em- 
ploye of the business. It must be 
included inethe salary amount if you 
are to have a true basis for figuring 
profit. 

Cash discount given is rent paid 
for money just as truly as interest, 
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so that item is included in the ex. 
penses. 

Depreciation is actually figured 
annually. It should, however, be es- 
timated and charged monthly. At 
the end of the year an adjustment 
can be made. 

From our Daily Charts we find 
that our anticipated sales are 
$116.00 daily, and our fixed expense 

$116.00 
28.20 


$87.80 

This leaves $87.80 for the cost of 
goods sold. For purposes of illus- 
tration, we will say that you mark 
up your merchandise 30 per cent 
on sales (and all mark-up should 
be figured on selling price). Per- 
haps your mark-up is larger or 
smaller. Conditions vary in differ- 
ent localities. Using 30 per cent, 
then your gross profit will be 


30 per cent of $116.00. ...$34.80 


Perr rer ee rer ee 28.20 
Pt BE US sdasessasanen 6.60 
Per Cent Net Profit........ .057 


This is not an adequate return for 
the time, effort and capital invested. 
It would give you only about $2,- 
000.00 net return on annual sales of 
$36,000.00. To increase net profit 
you must do one or more of three 
things : 

1. Increase selling prices. 

2. Increase sales volume. 

3. Decrease expenses. 

Competition and established sales 
policies have fixed the selling prices 
and for this reason you cannot in- 
crease the mark-up. 

But the last two factors are 
within your control. You can pos- 
sibly increase your net profit by both 
increasing sales and lessening ex- 
pense. Better service, a more intelli- 
gent cultivation of territory and 
greater sales effort will increase the 
sales volume. You can add at least 
$9.00 per day to your sales by these 
means. 

By careful use of light and by 
adopting other economies, you 
should save 25c per day. You can 
probably save 25c¢ a day in the store 
by eliminating wastes and lost time. 
Possibly a salary saving of 50c per 




























March 24, 1923 


day may be made in the salary ac- 
count. 

On this basis re-figure the Daily 
Quota of Sales and Expenses and 
Profit. 
$39,000—Annual Sales 

3,250—Monthly Sales 

750—Weekly Sales 
125—Daily Sales. 


Expenses. 
EE Cc ccowntassseseceans $ 5.75 
Light, Heat and Power..... 1.75 


Postage, Telephone and Tel- 
ye eee 1.00 
Insurance paid and Cash Dis- 





count given ...........- 1.00 
ee eee ee 8.50 
Taxes and Insurance....... 2.00 
Shop Expense ............ 3.00 
eee 2.50 
Depreciation ...........0.- 1.20 
General Expenses ......... 50 

$27.20 

Profit. 
30% of $125.00........... $37.50 
RAOEMBE 2 cise seeeceses< 27.20 
2, Pree $10.30 
Per Cent Net Profit....... 8.24 


If 30% is your Gross Profit and 
your fixed daily expense is $27.20, 
then you must sell each day $90.70 
worth of goods before you have 
made a cent of profit. 

For 30% of $90.70—$27.20 Daily 
Expense. 

Then 30% of every additional 
dollar sold is Net Profit. 

Set up this daily quota. Keep a 
record of it. Compare your actual 
sales with your quota daily. Quota 
should be your minimum perform- 
ance. When you fail to make your 
daily quota, add the deficit to the 
following day. 





Panhandle Hardware Men 
Meet May 14 and 15. 


The fourteenth annual conven- 
tion of the Panhandle and Imple- 
ment Association will be held at 
Amarillo, Texas, May 14 and 15. 
Additional information may be ob- 
tained from C. L. Thompson, Can- 
yon, Texas, secretary and treasurer. 





Politeness is a coin that passes 
current in every country on earth. 
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H. 0. Roberts 
Resigns as Secretary. 


Will Take Western Trip. 


H. O. Roberts, secretary of the 
Minnesota Retail Hardware Asso- 
ciation, has notified the association 
of his intention to resign his office 
August I, according to an announce- 
ment in The Hardware Trade, 
March 7. 

As an explanation for his action, 
Mr. Roberts stated that he had a 
desire to make a trip to the west 
coast by automobile and that he 
did not wish to feel the necessity 
of having to return at any specified 
time, but that if the 
wished him to return and take up 
any particular piece of work, he 
would be glad to comply with the 
wishes of the officers. Therefore, 
at the board meeting of the asso- 
ciation held in Duluth, in accord- 
ance with his wishes, he was re- 
elected to serve as secretary of the 
organization until August I. 


association 


Mr. Roberts is also the secretary 
of the South Dakota Retail Hard- 
ware Association, and it is thought 
that the resignation also includes the 
relinquishing of this office. 

Mr. Roberts has a host of friends 
both in and out of the hardware 
trade, who will be glad to learn of 
his intended trip and will wish him 
much enjoyment. 





Why Some People Fail to 
Grow Into Salesmen. 


“Did you sell the woman on whom 
you waited all the goods she needed ? 
Did you show her anything except 
the one thing she asked for? Did 
you get acquainted with her, find 
out about her future needs; make 
such an impression on her that she 
would call again, and pick you out 
to trade with? Did you?” 

“T waited on her, all right,” said 
the new clerk, sullenly. 

“Yes, my boy,” said the older 
man, as he laid a friendly hand on 
the boy’s shoulder, “you meant to 
do about what was right, but you 
didn’t know You were a 
nickel-in-the-slot machine, and no 
doubt you worked with the same 
automatic precision of such a ma- 


how. 
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chine. The customer dropped an 
order into your hand, you dropped 
a package into hers, she dropped a 
half dollar into yours. Then you 
closed up with a click, in good work- 
ing order for the next transaction. 
But that isn’t selling goods. That’s 
only order taking. Anyone can do 
that. 

“You see, you didn’t get inter- 
ested in her or get her interested in 
the store or in yourself. You didn’t 
find out what else she needed ; per- 
haps she didn’t quite know herself. 
The way she looked over her list 
and then looked about at the shelves 
and show cases indicated her uncer- 
tainty. But as you stood with your 
back to her you, of course, did not 
see that.” 





Link Your Sales Force 
With Your Advertising. 


A large Western department 
store wished to expend a large 
amount of money in advertising a 
certain fabric, but were afraid that 
the clerks would not try to sell the 
goods. Accordingly, a contest was 
announced whereby each clerk turn- 
ing in the maker’s trade-mark from 
a bolt of cloth sold was credited 
with ten points. The one getting the 
greatest number of 
awarded ten dollars. 


points was 


Selfridge & Company, London. 
England, at stated times, advertise 
a list of mail orders which they are 
unable to fill because of some error 
in the original order, such as incom- 
plete address, etc. They have found 
that many such orders accumulate 
and that customers who otherwise 
would have been annoyed by the 
apparent inattention to their order, 
are satisfied by the explanation and 
remain as customers of the house. 





Watch the trend of your window 
dressing. More attention will be at- 
tracted by a contrast in styles. One 
week use a display which calls for 
many articles and a well filled win- 
dow. The next week display one 
article only, using a color alternat- 
ing the two different styles of dis- 
play arrangement, your windows 
will never become monotonous. 
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Suggestions and Plans for Window Displays. 


Instructive Examples from Exhibits in AMERICAN ARTISAN 


Display of Baseball Goods 
Brings Many Sales. 


In a few weeks the baseball season 
will be in full swing again. In fact, 
there are signs already. Out in 
Grant Park, across the Boulevard 
from AMERICAN ARTISAN’S Offices, 


AND HarpwAaRE RECORD Window Display Competition. 


So the accompanying illustration 
is timely and will give the window 
display artists some ideas to build 
into their own arrangements. Take 
a hint and get ready for good busi- 
ness in this line. 

The window display shown here- 
with was arranged by Abe Silver- 





“The background was of compo- 
sition board cut out and painted 
with red and white. 

“The two large baseballs in the 
rear of the display were also of com- 
position board cut-outs, and the 
stars in the ‘field’ surrounding the 
large baseball in the center of the 





Baseball Window Display, Arranged by Abe Silverman for Lcuis Hansen’s Sons, 213-215 W. Second St., Davenport, Iowa. 


there are improvised teams practic- 
ing up right now whenever the 
weather is at all favorable. 

This means that sales of baseball 
goods will begin to show up in fair 
volume in the cash register where 
the hardware merchant caters to this 
class of business. 

In 1922 there was an official 
“Baseball Week” early in April, and 
supposedly it will be featured again 
this year. 





man for Louis Hansen’s Sons, the 
big hardware store in Davenport, 
lowa, 213-215 West Second Street, 
a store which, by the way, has a 
reputation for “putting things 
across” in a big way. 

Mr. Silverman writes as follows: 

“The window contained nothing 
but baseball goods. This display 
attracted an unusual amount of at- 
tention, and was the subject of many 
favorable comments. 


window display meant a great deal 
to the baseball fans.” 





Window Display Competition 
Photos Must Be in Not Later Than 
April 1, 1923, to Receive Attention. 


The attention of the trade is 
again called to the fact that all pho- 
tographs in connection with the 
AMERICAN ARTISAN AND HARD- 
WARE Record Window Display 
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Competition must be in the office 
not later than April 1, 1923, in order 
to receive attention. The rules are 
as follows: 

The window 
photographed, and the display may 
be made up of goods from any of 
General hard- 


display must be 


the following lines: 
ware, machinists’ supplies, esthlera’ 
hardware, automobile — supplies, 
sporting goods, fishing tackle, house 


furnishings and paints, cutlery, 
dairy supplies, stoves, ranges, warm 
air heaters, sheet metal or kindred 
lines. 

The photograph, together with 
description of how the window dis- 
play was arranged and the materials 
used, may be sent by mail or ex- 
press, charges prepaid. 

Each photograph and description 
must be signed by a fictitious name 
or device and the same name or de- 
vice must be placed within a sealed 
envelope containing the real name 
and address of the contestant, this 
sealed envelope to be enclosed with 
the photograph. 

AMERICAN ARTISAN AND HARD- 
WARE REcorp reserves the right to 
publish all photographs and descrip- 
tions submitted in the contest. 

Four prizes, totaling $100, are to 
be awarded for the entries adjudged 
the most meritorious. These are: 
First prize, $50; second prize, $25: 
third prize, $15; and fourth prize, 
$10. 





Manufacturers of Tin Ware 
Show Large Output. 


Manufacturers of tin ware, from 
cans to cooking utensils, in 1921 
were valued at $168,305,000, com- 
pared with $233,964,000 in I919 
and $81,931,000 in 1914, according 
to the census bureau. Raw mate- 
rials used cost $108,748,000 in 1921, 
$165,171,000 in 1919 and $53,841,- 
000 in 1914. The number of estab- 
lishments engaged in this line of 
manufacturing was 244 in 1921, 
274 in 1919 and 249 in IQI4. 





They say that what you don’t 
know won't hurt you, but that is 
wrong. It is what you don’t know 
in serving customers that does hurt 
you. 





AMERICAN ARTISAN AND HARDWARE 


Frequency of Turnover at Profit 
Spells Degree of Success. 

The store showing the greater 
number of turnovers a year proves 
that it is. giving people what they 
want. The greater the number of 
steck turns, the healthier is the con- 
dition of the business, providing an 
equitable profit is shown after all 
expenses, including a_ reasonable 
salary for the proprietor and man- 
ager, has been paid. 








Coming Conventions 








Illinois Sheet Metal Contractors’ As- 
sociation, Decatur, Illinois, April 4 and 
5, 1923. Fred Gross, Secretary, Quincy, 
Illinois, 

National Warm Air Heating and Ven- 
tilating Association, Cleveland, Ohio, 
April 18 and 19, 1923. Allen W. Wil- 
liams, Secretary, 52 West Gay Street, 
Columbus, Ohio. 

American Hardware Manufacturers’ 
Association, Spring Convention, Wind- 
ser Hotel, Jacksonville, Florida, April 
24, 25, 26 and 27, 1923. Frederick D. 
Mitchell, Secretary - Treasurer, 1819 
Broadway, New York City. 

Southern Hardware Jobbers’ Associa- 
tion, Windsor Hotel, Jacksonville, Flo- 
rida, April 24, 25, 26 and 27, 1928. 
John Donnan, Secretary-Treasurer, Rich- 
mond, Virginia. 

Old Guard Southern Hardware Sales- 
men’s Association, Windsor Hotel, Jack- 
sonville, Florida, April 25, 1923. . 
Boyd, Secretary-Treasurer, R. F. D. 4, 
Knoxville, Tennessee. 

Hardware Association of the Caro- 
linas, Columbia, South Carolina, May 
8, 9, 10 and 11, 1923. T. W. Dixon, 
Secretary-Treasurer, Charlotte, North 
Carolina. 

Arkansas Retail Hardware Associa- 
tion, Marion Hotel, Little Rock, Arkan- 
sas, May, 1923. L. P. Biggs, Secretary, 
815-816 Southern Trust Building, Little 
Rock, Arkansas. 

Arkansas Retail Hardware Associa- 
tion, Marion Hotel, Little Rock, Arkan- 
sas, May, 1923. L. P. Biggs, Secretary, 
815-816 Southern Trust Building, Little 
Rock, Arkansas. 

Panhandle Hardware and Implement 
Association, Amarillo, Texas, May 14 
and 15, 1923. C. L. Thompson, Secre- 
tary and Treasurer, Canyon, Texas. 

Southeastern Retail Hardware and 
Implement Association, covering Ten- 
nessee, Alabama, Georgia and Florida, 
Auditorium Armory, Atlanta, Georgia, 
May 15, 16, 17 and 18, 1923. Walter 
Harlan, Secretary-Treasurer, 701 Grand 
Theater Building, Atlanta, Georgia. 

National Retail Hardware Associa- 
tion, Richmond, Virginia, June, 1923. 
Herbert P. Sheets, Secretary-Treasurer, 
Argos, Indiana. 

Missouri Sheet Metal Contractors’ 
Association, Statler Hotel, St. Louis, 
Missouri, June 25, 1923. Otto E. 
Scheske, Secretary, 3818 Maffitt Avenue, 
St. Louis, Missouri. 

The National Association of Sheet 
Metal Contractors, St. Louis, Missouri, 
June 25 to 29, 1923. E. B. Langenberg, 
Secretary of St. Louis Convention Com- 
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mittee, 4057 Forest Park Boulevard, St. 
Louis Missouri; E. L. Seabrook, 608 
Chestnut Street, Philadelphia, Secretary. 

Sheet Metal Contractors’ Association 
of Pennsylvania, Hotel Allen, Allen- 
town, Pennsylvania, July 26 and 27, 1923. 
W. F. Angermyer, Secretary, 714 Home- 
wood Avenue, Pittsburgh, Pennsylvania. 








Retail Hardware Doings 














Alabama. 

‘red Prather and William Ratchford 
will open a hardware store at Birming- 
ham in the building owned by Sylacauga 
Cash Store. 

Illinois. 

Clarence De Witt has purchased an 
interest in the Mt. Vernon Hardware 
Company at Mt. Vernon. 

Indiana. 

The Letts Hardware Company has 

opened for business at Greensburg. 
Iowa. 

James Hartman has purchased the 
Frank Mekota Hardware store at Solon. 
Michigan. 

Anthony Hanses is the new owner of 
the hardware store at Rochester for- 

merly owned by John Fink. 

Alfred Isaacson will open a hardware 
store at Republic on April 1. 

The La Salle Hardware Company has 
opened for business at 8331 Linwood 
Avenue, Detroit. 

At 8755 Mack Avenue, Detroit, the 
Slobin Hardware Company has started 
in business. 

’, D. Parker Company, hardware, 
New Baltimore, has been incorporated 
with a capital of $10,000. 

Minnesota. 

The hardware firm of Movold and 
Ringborg at Oslo has dissolved partner- 
ship. Mr. Movold has purchased the in- 
terest of his partner and in the future 
the business will be known as E. Movold 
Hardware. 

The Deming Hardware Company has 
started in business at Sandstone. 

Missouri. 

Dry and Sappington ‘have sold their 
hardware store on North Jefferson 
Street, Mexico, to H. Richards of Kan- 


sas City. 
Ohio. 
J. C. Campbell has traded his hard- 
ware store at Athens to Garfield Adcock 
for a farm. 


Oklahoma. 


The Edgerton and Hilles Hardware 
Company at Sapulpa have sold out to 
Hilles and Finney. The new firm is 
known as the Hilles and Finney Hard- 
ware Company. 

Tennessee. 

Robert L. White has sold his interest 
in the White-Ligon Hardware Company 
at Lebanon to Mr. Ligon. The new firm 
will be known as the C. R. Ligon Hard- 
ware Company. 


Texas. 

The White House Lumber Company 
has opened a hardware store at Perryton. 

The Young Hardware Company has 
been incorporated at Commerce with a 
capital of $10,000. Incorporators are: 
T. R. Young, O. P. Marshall, R. E. L. 
McCarter. 

Charles Dickof will open a hardware 
store at Marshfield soon. 

Melvin Haakenson intends to open a 
hardware store at Westby very soon. 
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The Latest News About Stoves and Ranges. 


Items and Discussions of Interest to the Manufacturer and 


E. V. Coulston to Be General 
Manager of Ideal Bronze Company. 
E. V. Coulston, who has been con- 
nected with the Rock Island Stove 
Company for about twelve years as 
director and 


secretary and_ sales 
who has been active in the stove and 
furnace business in the middle west 
for the past twenty years, will on 
May Ist next become General Man- 
ager of the Ideal Bronze Company, 
of Cleveland, Ohio. The latter 
company specializes in job work on 
all kinds of non-ferrous castings. 





This Oil Stove Display 
Is Bound to Attract 
Much Attention. 


As one of the many practical sell- 
ing helps that are furnished to stove 
Stove 
the suggestion for a win- 


merchants by the American 
Company, 


dow display of their oil stoves with 





Retailer of Kitchen Ranges, Heating Stoves and Accessories. 


Lorain Hi Speed Burners, which 1s 
shown in the accompanying illus- 
tration, should prove a very useful 
one. 

The large banner at top of win- 

20x54 inches. The four 
illustrating the wick 
flame on cooking utensil, guarantee, 
etc., are 10x14 inches. The large 
card in center of foreground is 14x 
24 inches and furnished with easels 
a sectional view of 


dow is 


cards stop, 


This card shows 
the burner. A burner is dissembled 
and placed around it and has a very 
torceful effect. 

The wick cartons on either side 
of the illustration are 3x3x4. Each 
wick is shipped in individual carton. 





The Chicago Purchasing Com- 
pany, 114 West Van Buren Street, 
Chicago, Illinois, is advertising a 
new stock of ash cans at a special 


price while they last. 
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Wirdow Display of Oil Stoves That Will Draw Attention—Designed by 


Advertising Department of American Stove Company. 








The Cheerful Optimist. 
The real optimist isn’t a silly in- 
dividual who believes that every- 
thing in the wide world is all right. 
He has horse sense enough to 
know better than that. 

He knows that some things are 
wrong—continually wrong—radical- 
ly wrong. 

But he 
them so. 
He believes conditions can be bet- 





isn’t content to leave 


tered. 

And he puts forth his best efforts 
to realize upon his belief. 

And he does it all cheerfully. 

The genuine pessimist doesn’t 
hold that everything is dead wrong; 
some things are all right, to his way 
of thinking—himself, 
liefs and opinions, for instance. 

But he believes that most things 


and his be- 


are wrong—irretrievably wrong— 
hopelessly wrong. 

And they can’t be helped, he de- 
clares. 

So he lies down upon the job— 
and mopes and mourns. 

The optimist grins and goes to 
work; the pessimist grouches and 
remains idle. 

The one takes to hard work; the 
other talks of hard luck. 

The one sings a song of cheer; 
the other drones a dirge of gloom. 

The one sees the clear sky 
through the clouds; the other sees 
nothing but the clouds. 

The optimist has a saving sense 
of humor; the pessimist isn’t so 
blest. 


Department of Labor says rela- 
tions between capital and labor are 
now more peaceful than at any time 
since war. Fifty controversies are 
before department, but these are 
chiefly fag end of old strikes. Of 
about 65,000 now idle because of 
conflicts, nearly 40,000 
are miners in Connellsville-Somer- 


set coal district. 


industrial 














31 


Study and Interpretation of Advertisements. 
You Can Make Your Advertisements More Gainful by Avoiding | 


the Faults and 


Emphasis is placed upon the fact 
that all stock is marked in “plain 
figures” by Nulan Hardware, Ypsi- 
lanti, Michigan, which has the ten- 
dency to eliminate all mystery in 





[ ALL OUR STOCK IS 
MARKED IN 


Plain Figures 


ONE PRICE 
TO ALL 


Nulan Hardware 


“THE SQUARE DEAL HARDWARE” 








— 





connection with the selling of the 
product. 

This firm also believes in a one 
price to all system of selling and 
uses as its motto: “The Square Deal 
Hardware,” according to the adver- 
tisement in the Ypsilanti, Michigan, 
Press. 


Buying in large quantities for 
Shaefer 
Ypsilanti, Michigan, 


to buy at a lower 


two stores enables the 
Hardware Co.., 
price and conse- 
quently to sell at lower prices than 
other stores, as is evident from the 
advertisement which the firm used 


in the Ypsilanti, Michigan, Press. 





We Carry the Largest Selection | 
of Hardware in Ypsilanti 


Buying in large quantities for two stores enable¢ u¥to 
buy at a lower price sq thet we can sell for less 


Let us figure with you on your requirements 





The Shaefer Hardware Co. 


The Winchester Stores—We Deliver 











The point that is stressed in this 
advertisement, however, is the fact 
that in this store the largest selec- 
tion of hardware anywhere in the 
city will be found. The fact that 
the stores are Winchester stores and 
that the firm makes prompt deliv- 
eries are additional features of the 
advertisement. 





In advertising a recent sale day 
at Schlitt’s Hardware, 
Illinois, 


Springfield, 
the management called at- 
tention to the large number of spe- 
cial items which were being offered 
at a 50 per cent reduction, all other 
items going at a 20 per cent reduc- 
tion in price. 

In small type at the bottom of the 
advertisement, attention was called 
to the fact that all stock offered had 
been taken from the regular line 
carried by the store and carried full 
and adequate guarantees. 


SCHLITT 


HARDWARE 
Big Bunch of Specials 


1-2 Off 


Everything Else 


20% Off 


We did not buy a big lot of so-called specials for this 
Dollar Day sale. Everything is high class, taken from 
our regular stock and carries our guarantee. 







PEZ>o> axe 














Telephone orders were evidently 
expected to play a prominent part 
in the sale, as these were conveni- 
ently located at the top of the ad- 
vertisement. As will be seen in the 
illustration, which appeared in the 


Springfield, Illinois, Register, the 
entire announcement was set up in 
heavy type, surrounded with a heavy 
border. 


x= * * 


William Volz, 227-229-231 Broad- 
way, Westwood, New Jersey, cer- 
tainly believes in giving his custom- 
ers the shock of their lives, because 
in his recent advertising he advised 
them not to monkey,. but to come in 
and buy Philadelphia made hard- 
ware. 

In order to make sure that every- 
one read the advice, he facetiously 


placed a bespectacled monkey at the 


Profiting by the Good Qualities of Others. 


upper right-hand corner of his ad- 
vertisement. 

In addition to this he named :a 
few of: the makes of tools which 
are to be had from his store, and 





~~ 


Don't 
Monkey— 


Philadelphia- 
Made 
Hardware 


Get the Shock of your Life 


VOLZ’S 


We Carry a Large Supply of © 


Disston, Plumb Yankee and 
Enterprise P-M Tools; also 
Builders Hardware. 

We invite the ladies to, come.in and 
see our large display of Household 
Glassware, Crockery, Enamelled 


| Ware, Aluminum and other Kitchen, 
utensils. ‘ 


WILLIAM, VOLZ, 
Hardware, ...., » 
227-229-231 Broadway,.... 
Westwood, Nu Jy: 5 


Stade 


vey fe T 
















extended a cordial invitation t6 the 
ladies to come’ rn ‘and See’ ‘his'-tlew 


and large display.of houseliold guods 


and kitchen utensils. 


ag 

Watch, the. wording. of your ad- 
vertising and printed matter, , The 
irend of. public, sentiment. is against 
patronizing the, store, that, makes 
frequent reference to stich expres- 
“Che: ap Prices” and ° ‘Sell- 
ing Below. Cost.’ Tf you, have. real 
values you can express your self in 
convincing. Eng lish ; by, 


sions as 


using: sugh 
, Marked... at, , Popular 
Prieaet and “We bought them right 
you get the; benefit,’ cal 
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Review of Conditions in the Metal Markets, 


General Situation in the Steel Industry. Report of 
Prices and Tendencies in Sheet Metals, Pig Iron, etc. 


Non-Ferrous Metals 
Advance Slighily. 

New York, March 20.—The non- 
ferrous metal markets have been 
strong and generally active in the 
past week. 

Copper resumed its leadership in 
point of interest, recovering from 
the slight reaction of the first week 
in March, moving to new high 
levels. 

Finished copper and brass was 
stronger on March 19, in sympa- 
thy with unwrought copper and cop- 
per wire and copper rods are /g 
cent higher, the average price of 
wire being 19.37% cents, and black 
copper rods, 18.37% cents per 
pound. It is reported that sales of 
about 20,000,000 pounds of copper 
were made to domestic consumers 
jast week, mainly to brass manu- 
facturers in the Connecticut Valley 
ut 16.8714 to 17.00 cents. On the 
afternoon of March 20 the market 
was being held at 17.25 cents, de- 
livered. The renewal of speculative 
transactions at London would indi- 
cate that another strong effort will 
be made to make good the predic- 
tion of 20.00 cents copper. Prime 
jake copper is firmer, 17.30 cents 
delivered for March and April ship- 
ment, 

Electrolytic copper sold 
March 19 at 17.25 cents, delivered, 
for secenod quarter delivery, and 
some producers now are quoting 
higher prices. The rise here has 
heen assisted by the strong London 
market, which advanced £4 within 
a week, with corresponding increase 
in export quotations and good ex- 
port business. Casting copper has 
sold at 16.87% cents, refinery. 
China has been inquiring for 2,000,- 
000 pounds of casting or furnace re- 
fined copper. Lake copper advanced 
to 17.50 cents, delivered. Large 
Dusiness is reported in rolled and 
«irawn copper and brass products. 


freely 


Electrolytic for second quarter ship- 
ment is quotable at 17.30 cents and 
third quarter at 17.40 cents f. o. b. 
refinery, but temporarily there is 
little speculation. 

Chicago warehouses have in- 
creased their base price 4 cent, the 
new quotations being 2514 cents. 
Tin. 

Tin prices have ranged from 51 
cents to 49.50 cents the past week, 
with activity in this market largely 
professional. London has been fluc- 
tuating violently under the specula- 
tive control in London, and _ con- 
sumers in this country, being for 
the most part well supplied, have 
been watching developments. Chi- 
nese 99g per cent tin has been quoted 
generally about 1'4 cents. 

The prices in our market are a 
fraction more than 1 cent per pound 
lower than they were on Friday of 
last week. Straits for prompt de- 
livery sold at 50.00 cents, although 
50.25 cents was the prevailing quo- 
tation, and futures are offered at 
50.00 cents as against 51.00 cents 
to 51.12% cents at the close of last 
week. 

Chicago warehouses have lowered 
their prices 1% cent, the new quota- 
tions being: Pig tin, 55% cents; 
bar tin, 57% cents. 


Lead 


Lead prices reacted to 8.25 cents, 
East St. Louis, for prompt and 
March shipment, and 8.30 cents, 
New York. Desire of large interests 
to restore a normal relationship be- 
tween New York and St. Louis 
caused offerings at the lower St. 
Louis price, thereby bringing about 
a decline in the market. The smelt- 
ing company’s price is unchanged at 
8.25 cents, New York. 

The principle smelting interest is 
reported to be offering April ship- 
ment from Perth Amboy at 8.25 
cents, but actual spot lead in the 
New York district is scarce. 


Zinc. 

Zinc advanced to the long ex- 
pected 8 cents, East St. Louis, level, 
March shipment sold at this price; 
secofid quarter at 7.8714 cents; third 
quarter at 7.75 cents. Brass spe- 
cial has been scarce and in good de- 
mand at 8.25 cents, East St. Louis, 
High grade zinc is also scarce and 
firm at 9 cents, delivered. 

The decline abroad has had a 
rather softening effect on the mar- 
ket here for futures. 
price is well maintained at 8.00 
cents, East St. Louis, as the stock 


The prompt 


immediately available is small, but 
April is offered without takers at 
7.90 cents, and there were sales of 
April, May and June combined at 
7.80 cents, and it seems likely that 
7.85 cents would be accepted for 
April alone. There are bids report- 
ed for May at 7.75 cents, June at 
7.70 cents, July at 7.65c, the prices 
asked being five points higher. 

Chicago warehouses quote zinc, 
in slabs, at 9.25 cents, and sheet 
zinc, in cask lots, stock, at 11.50 
certs; less than full cask at 12.00 
cents. 


Solder. 


Chicago warehouse prices on sol- 
der are as follows: Warranted 
50-50, $32.00; commercial. 45-55. 


$30.50, and plumbers’ $29.00. 


Wire and Nails. 


The leading producer of wire and 
nails at Chicago is in the market in 
only a limited way, taking no new 
accounts and holding down _ ton- 
nages to regular customers. This is 
being done in an effort to get back 
to a better delivery schedule. Due 
to the present situation, demand for 
new business is slightly less, but 
this is regarded as a reflection of 
the policy of most sellers. 

Production of wire and nails is 
about 80 per cent of capacity. 
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No. 2 with Lid 


Price 





SPECIAL PRICE 
ON CAR LOADS 


Don’t neglect this chance. 


Price will advance 


after April 15th. 





00 a doz. 


F. O. B. Chicago, IIl. 


THE MOST SENSATIONAL 
OFFER IN YEARS 


NEW — 
“LAWCO’ BRAND 


Mfd. by The F. H. Lawson Co., of Cincinnati, Ohio 


ASH CANS 


No. 2 and No. 3 as cuts 
EXTRA HEAVY 


We will sell these cans at this 
low price while they last and 
subject to prior sale. 


CHICAGO PURCHASING CO. 


114 W. Van Buren St. CHICAGO, ILL. 





No. 3 without Lid 
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In the Pittsburgh district-the de- 
mand for wire products continues 
in excess of the demand. 

Prices are unchanged, with nails 
at 2.80 cents, Pittsburgh, and plain 
wire at 2.65 cents, Pittsburgh, on 
the part of the principal producer, 
while some others are quoting 2.90 
cents to 3.00 cents, Pittsburgh, on 
nails. 


Spikes and Bolts. 

An.advance of $3 a ton on spikes 
and bolts has been made by the 
leading producer in this territory. 
Spikes are now quoted at 3.15 cents 
and bolts at 4.15 cents. Otherwise 
the Chicago market has been devoid 
of price changes since the marked 
advances announced a week or ten 
days ago by both the leading inter- 
est and leading independent in this 
territory. 


Builders Hardware. 


All manufacturers of 
hardware are working to capacity. 
A great many of them have enough 
orders booked to keep them busy 
There 


builders’ 


until May 1 or even later. 
continues to be a shortage of cyl- 
such as store door 


inder work, 


handles, front door locks, et cetera. 


Tin Plate. 


Little new demand has opened up 
for tin plate, but shipments still are 
heavy and specifications are coming 
in regularly. The bulk of the ton- 
age produced is being devoted to 
packers’ cans, such as food contain- 
ers, although some of the output is 
being made up into oil, paint and 
varnish cans as well. Independents 
in this district are operating on an 
average of go per cent of capacity, 
while the American Sheet & Tin 
Plate Co. was able to increase its 
average slightly this week to a basis 
of 84 or 85 per cent. Its price of 
$4.95 per base box still is nominal 
in the absence of any announcement 
regarding third quarter levels. In- 
dependents have quoted as high as 
$5.75 and $6, but so'far as can be 
learned no business ‘has been taken 
on those bases, leaving the market 
quotable at $4.95 ta $5.50 per box 
01 190 pounds, base Pittsburgh. 
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Sheets. 


There has been some difficulty 
in making shipments on sheet metal, 
due to the recent stormy weather, so 
that little headway has been made 
in moving the finished product on 
hand at the various sheet mills. 

Chicago producers of sheets are 
fully sold up to the middle of the 
year, and some have heavy tonnages 
for the third quarter. Efforts of 
Chicago users to obtain further sup- 
plies in the East are unsuccessful, 
as producers there have little ton- 
nage left for second quarter deliv- 
ery. Automobile builders appar- 
ently are short of material and are 
seeking it at prices considerably 
above the market. It is apparent 
that the best prices now available 
are 3.00 cents, Pittsburgh, for blue 
annealed, 4.00 cents for black, and 





March 24, 1923 


5.00 cents for galvanized. Consider- 
able demand for sheets for export 
is coming into the market and as 
high as 5.25 cents, Pittsburgh, has 
been bid for galvanized. 


Old Metals. 


Wholesale quotations in the Chi- 
cago district, which should be con- 
sidered as nominal, are as follows: 
Old steel axles, $24.75 to $25.25 ; old 
iron axles, $28.50 to $29.50; steel 
springs, $25.00 to $26.00; No. 1 
wrought iron, $21.00 to $21.50; No. 
I cast, $24.50 to $25.50, all per 
net tons. Prices for non-ferrous 
metals are quoted as follows, per 
pounds: Light coppér, 11% cents; 
light brass, 7 cents ; lead, 6% cents; 
zinc, 434 cents; and cast aluminum, 
161% cents. The demand for nearly 
all lines is heavy. 


Pig Iron Price Advancing; Increase of $1 
Noted at Chicago Market 


Heavy Demand Prevails, 
Reaching Into Third Quarter 


N the Pittsburgh district there was 

considerable inquiry for differ- 
ent grades of pig iron and sales are 
being closed, so that there is no 
shortage. 

Northern iron has been advanced 
$1 to $32, furnace, with heavy de- 
mand reaching into third quarter. 
Silicon is now quoted $1 extra for 
each 50 points. There are no fur- 
nace stocks and iron is scarce. In- 
quiry is slightly less, as most of the 
large users have covered for the 
second quarter, although they will 
need more at their present rate of 
melt. Some spot inquiry is pending 
to fill out March needs, and many 
requests are being made to anticipate 
shipments. An occasional inquiry is 
received for the third quarter and 
some small tonnages have been con- 
tracted for at the users’ request. 
This is especially true of malleable. 

The second Mayville, Wis., fur- 
nace will be blown in the last week 
of March, with most of its second 


quarter” iron’ sold. ~An  Tndiana 


melter is asking for 5,000 to 10,000 
tons of second and third quarter 
foundry iron. An automotive man- 
ufacturer is inquiring for 500 tons 
each of foundry and charcoal iron 
for the second quarter. An Indi- 
ana melter has taken 300 tons of 
foundry iron. 

A Milwaukee consumer has taken 
700 tons of malleable for the third 
quarter, and 400 tons of malleable 
has been sold to another user for the 
third quarter. Southern iron is on a 
basis of $27, Birmingham. Valley 
iron is selling into Michigan, and 
some Virginia iron is coming close 
to Chicago. Lake Superior charcoal 
iron has advanced $1 to $33 base or 
$36.15 delivered Chicago. Heavy 
inquiry and sales are reported. Sil- 
veries are quiet here. It is under- 
stood some makers are sold full for 
the second quarter and now have 
advanced $1 to $38.50 for 8 per 
cent. Low phosphorus iron is $41, 
delivered. “oH: 












